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July 17, 1996 PR

Mr. William F. Caton RTINS
Acting Secretary '
Federal Communications Cc mmission

1919 M Street, N.W.

Washington, D.C. 20554

Re: Implementation of the Local Competition Provisions in
the Telecommunicaticns Act of 1996; CC Docket No. 96-98

Dear Mr. Caton:

Pursuant fo §1.1206 of the £ ct (47 C.F.R. § 1.1206), an original and one copy of this letter
are hereby submitted. On July 16, 1996, the above captioned docket was discussed during
a meeting with Regina Keerey, Chief, Common Carrier Bureau, Larry Atlas, Kathy Levitz,
Dana Bradford, and John Shapleigh, Executive Vice President of Brooks Fiber Properties.
The attached handouts were used during the discussion of key issues. Kindly contact the
undersigned if you have any juestions in this matter.

Yours truly,
j’ y . A‘ A ) ,
f/,_ ok : /‘ Wloo b o

John C. Shapleigh

e

cc:  Regina Keeney

Attachments

Brook~ Fiber Properties, Iric.

425 Woods Mill Road South / Suite 300
Town & Country, Missour 63017

VA AT R0 Fan 314 R78-321)
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PHONES 7 sense of urgenc  in local phone service 1s not universal

W L D EMOM
wani s purchase local phone ser-
vives v wholesate prices from
Amerites b so they can re-package
the serv.ce with thelr more com-
piehensive telaphone service.

Trespie the allegations of foot-
dragging Ameritech has a power-
fui incentive (o rooperate with
these campetitor.

New siate and lederal telecom-
mumicatians laws signed earlier
this vea . allow Regional Bell
Operating Compantes (RBOCs)
like Ameritech (o enter the lucra-
tive inter- L ATA market if they are
willing tc share their monopolies
with campetitors «nd can demon-

However the two sides are
arguing; ver the timing.

Ameritech’s position

Ameriech offtcials say they
don't want 1o give up their monop-
olies urii they can enter the long-
distance business. < therwise, they
argue “hey will surely lose their
share « the market to the com-
petstors wha use their local ser-
vices 15 sell complete “one-stop
SErVICe .

“Thase long-distance carriers

whooare much larger than us -
they want at least a four-year
head-sturt un competing with us
moour susiness before we can
campelr against them in their
business.” says Harry Semer-
fian v presidens of corporate
pltarmieg "or Ameitech Michi-
gan

Despite the comprants of foot-
dragging. Ameritech now claims it
has mer 2 [4-point t2st for open-
g oup ompet on as estab-

EENE

lished by the new feder. telecom-
munications act, Semerji.in says.

He says Ameritech ho;-es to roll
out its complete service package
early next year. “We'r~ simply
going to be very, very ¢ gh com-
petitors.”

A snail's pace

Meanwhile, Ameritec.:'s com-

titors say they are beir.z bedev-
iled by slow service and slow
responses to their efforts (o jump
into the local market.

Brooks Fiber, formerl: known
as City Signal and US Signal
Corp. in Grand Rapids, has sued
Ameritech and won case: before
state regulators since i hegan
offering local services.

But it’s still been slow going,
says Clift. Thus far, Brooks Fiber
has won more than 2,50:) focal
customers who use 10,000 :ines. It
still cannot offer local : ervice
throughout the entire 5rand
Rapids dialing exchange.

agrtmks Fiber hopes t¢ begin
offering local service in ti:2 Hol-
land-Zeeland, Dutton anc Hud-
sonville exchange within th2 next
eight weeks, company Presi-
dent Larry YanderVeen. Th: com-

any-had originally planned to get
Eoo{(ed u?;ﬂfn‘ Holland an: Zee-
land by spring.

However, those inter-cu inec-
tions require cooperation from
Ameritech, a rare commodit
these days, says Clift. Ame:itec!
typically needs two weeks ;.otice
to schedule a switch-over or a
new Brooks Fiber custom: . he
says.

When Grand Rapids Plaitics
contracted with Brooks Fil:«r in
early June, its scheduled sv ‘ch-

over time was changed three
times by Ameritech, says Dean
Truax, cantroller of the 215-
employee company.

e switch-over, which had to
be accomplished from two central
switching offices, was handled by
one Ameritech employee who
took 2'f hours to get the job done,
says Truax. “it should have taken
15 minutes,” he sa¥s.

Ron Meschke, office manager of
Excello Machine Co. Inc,, says he
had to run his office from a car
phone for four hours while they
waited for an Ameritech employee
to complete a switch-over to

Brooks Fiber.
Despite thelr best efforts to plan
the switch-over carefully,

Meschke says the move created
“kind of a war zone over here.”
Ameritech’s Semerjian says
the inter-connection problems
are not part of a deliberate cam-
paign to slow the pace of compe-
tition,
“When you're in the midst of &
change as significant as the one
ou have with Brooks, there are
d to be situations where one
rty or the other has problems ”
€ $ays.

Dall 1 for access

Other competitors have com-

lained to the Michigan Public

rvice Commission.

Ten days ago, the PSC ruled
Ameritech must provide “Dial 1"
access for those competitors
who want to sell intra-LATA ser-
vices.

Competitors such as AT&T
and MCI currently can sell
“short-haul” long distance calls.
But in most areas, callers are

1

required to enter five-digit
access codes before the calls can
be billed to those competitors.
With “Dial 1 parity,” customers
can use those carriers simply by
dialing “1" before making the
call.

Richard McClellan, a Lansing
lobbyist who heads the Michigan
Competitive Telecommunications
Providers Association, says “short
haul® is a $700 million chunk of
business Ameritech is loath to give
up.
As required by the new state
iaw, Ameritech had opened up 10
percent of its Michigan market to
“Dial 1 parity” in January. But
Ameritech has refused to follow a
PSC timetable for “Dial 1 parity™
in at least 50 percent of its market
by May 1.

The PSC backed the competi-
tors, ruling that Ameritech must
open 99 percent of its territory to
“Dial 1 parity” by December.
Ameritech officials say they prob-
ably will appeal the ruling or ask
for a re-hearing.

Mclogan to nagotiate

Another set of regulatory knots
have been created among com-
petitors who want to re-sell
Ameritech's local service as part
of a comprehensive telephone
package.

The PSC recently appointed for-
mer Public Service Commissioner
Matt McLogan, of Grand Rapids,
to mediate the stalled negotiations
between Ameritech and AT&T
and MCI. A PSC spokeswoman
said the companies involved in
negotiations will pay for his ser-
vices.

AT&T spokesman Oriano Pag-
nucci says AT&T requires a 25

ercent to 30 percent reduction
rom Ameritech's retail price if it
expects to compete as a re-seller
of local phone services.

However, other issues also
enter the debate. One big issue is
“number portability,” which
allows customers to keep their
phone numbers regardless of what

{ company they use.

Other issues such as billing,
operator assistance and “call
branding” also play a role in the
complex talks, Pagnucci says.

PSC Chairman John Strand said
the three-member board chose
McLogan to mediate the dispute to
get competition underway more
quickly.

Pulling back

Meanwhile, another would-be
vompetitor, LCI International,
announced Tuesday it was with-
drawing from formal negotiations
with local carriers such as
Amenitech, GTE and Cincinnatj
Bel.

LCL which attained a large
share of Grand Rapids’ long dis-
tance market when it acquired
Grand Rapids-based Teledial
America, has been licensed to
provide local service in the
Grand Rapids area since late
April.

LCT will walt until new federal
regulations are published in
Awgust before 1t renews ils negoti-
at.ors with Ameritech, said Doug

Kuird i LCUs director of regula-
[IRETEETIN

slnough LOCT could have
pushed for arbitration with

Anveoitech and other regional
Be iy Konkoph says several of the

sy cnal Belis have refused to
wyotiate at all as the arbaration
e Jane joomed
e ocsdn't have anviling (o
atd eate he smd
boody Veltkamp, vice president
Pl vend Rapids offices, says 4
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Comments af {CI
CC Dkt No. 96-98 - May 16, 199¢

(n taking these step ., howaver, tha Commission must not foreclosa the ability of
CLECs to obtain "bill and kaep” mutual compensation arrangaments. Such
arrangements are spacific: lly pravided for in Section 252(d)(2)(B)(i) of the 1996 Act,

and must be made availat e ta CLECs at their option.

Viil.  THE COMMISSION SHOULD ORDER A “FRESH LOOK" PERIOD FOR THE
PROVISION OF NE W COMPETI(TIVE SEAVICES MADE AVAILABLE BY THE
1996 ACT

[NOT SPECIFICALLY ADORESSED IN NPRM)

The 1996 Act allows CLECS to offer compatitive services in markets that
previously werae closed to hem. Full competitive entry is not yet available, howaver,
and will not be for a numb 3r of months, until tha local competition provisions of the
1996 Act are implementec  Racently, however, in anticipation ot this caming
compstition, the ILECs ha e been aggressivaly offaring Inducemants to their local
sarvice customaers to sign long-term contracts. In so daing, the ILECs ara attampting to

lock up the local servicaes markaet, and to faraclose compatitive entry for years.

This sltuatic 1 i8 identical to the ILECs' response to the Commission’s
mandatory central office : ollacation rules. In that case, the Commission found that
“Itlhe existance of cartair long-tarm spacial access arrangsmants with excessive

tarmination liabilities pres ants customers from obtaining the benaefits of greatar access

15H-



Comments of ICI
CC Dkt No. 96-98 . NMay (6, (99¢

to competition for a significar t pariod,” and sa instituted a “fresh look” period.!1. Under
the Commisslon's fresh look aolicy, custamers that signed long-term contracts with
ILECs before competitive service altematives were availabla ware given a chance to
terminate the contracts with ninimal ligbility for a pariod of six manths after collocation-

based competition bhecame ¢ vallable.

Precisely the s 1me relief is warranted in the instant case. Like central
office collocation, the local ¢ ympaetition requirements of tha 1996 Act allow CLECs to
pravide compaetitive local se: vices for the first time. Because ILEC focal service
customers that have signed ong-term contracts did not have competitive alternatives
available to them, they shot 'd be granted a similar fresh look oppartunity for six months
aftar a CLEC is first able to irovids local service through the interconnection

arrangements mandatad by tha 1996 Act.

IX CONCLUSION

For the reasorns discussed abova, ICl urges the Commission to adapt
spacific rules governing col'ocation and interconnection and the unbundling and pricing
of ILEC network elaments. The establishment of such rules is essentlial to provide

uniformity and regulatory corainty ta compaetitive carrlars that are increasingly operating

1 Expanded intarconaection With Local Telephons Company Facilities, 8 FCC Red
7341, para 12 (199 1),
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Comiments of [C]
CC Dkr No. 96-98 - May (6, 1996

Before the

FEDERA.. COMMUNICATIONS COMMISSION
Washington, D.C. 20554

In the Matter of

Implementation of the Loca
Competition Provisions in tha
Telecommunications Act of 1986

CC Docket No, 96-98

INTERMEDIA COMMUNICATIONS, INC.
COMMENTS CONCERNING THE INTERCONNECTION AND SERVICE
UNBUNDLING PROVIS ONS OF THE TELECOMMUNICATIONS ACT OF 1996

Jonathan E. Canis
Reed Smith Shaw & McClay
1301 K Streat, N.W.
Suite 1100 East Tower

_ Wagshington, DC 20005
Telephonae: {202) 414-9200

Counsal far
INTERMEDIA COMMUNICATIONS, INC.

May 16, 1996
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Southwestern Bell lets apartment
owners’ fingers do the walking

By TIM McLAUGHLIN
southwestern Bell is reaching out and

managers (o protect the company’s domi-
nance in the locai telephone service mar-

Lnder a tive-state initiative called
> ‘vf‘r{MOVGS Southwestern Bell is paying
ent owners and managers commis-
act d\lhﬁ company sagemsto sign
roienheme and cellularservice cus-

it hke pennies trom heaven,  said Jon
and owner of Clayton-
fecd Kohner Properties Inc. His apart-
nent company was one of the first in the
area to strike a deal with Southwestern
I’s SmartMoves program. Several oth-
ers have followed suit.

“My sense is that it’s going to be a ser-
vice for our customers,” Pyzyk said.
“When you have to sign up for telephone
Ssr\'icg it’s like, ‘Just get it over with.””

Pyzyk estimated his apartment compa-
ny’s recent four-year agreement Wlth
Southwestern Bell will bring
additi gnue to Kohner rop ies..

“Southwestern Bell executives launched
the program as a pre-emptive strike against
their competition. They realize the

Photo by Peter Newcomb
nya McGrath, a Kohner property
manager at University Plaza apart-
ents, with materials she will use to
sell tenants on Southwestern Bell
service.

on page 30A




o longer take for granted that
Axl always cail Southwestern Bell
cal relephone service, said John A.

rJr. anaccountexecutive forthe Smart-
“ovesprogram. He estimated Southwestern
sis 2t least 58 percent of the local
L service market

i osowhwestenn Bell wants o

Yrtresesret

Lol «‘-Jfllg/ghl‘u)h Moves HHo Hie

n Deregulation allows

Ke A\*& T and MCI to purchase

mm Bell service lines 4t wholesale

reseil inem (o Ll customers,

real ltve threat,” said David Otto, a
imtatons anaiver for Edward

nes Co TWhereever vou see a cluster of
N rely syl < up 1,000
SN ipic, has an

devated to signing

o4 ,Hu:mmn Ul \Jh \,ayud‘,
ned by General zlectric, has cut
4t least nine apartment comp exes
: a, offering a commission
ire simtilar 1o Scuthwestern Bell’

Leber said he couldn’t disclose how much
Southwestern Bell has oudgeted for the
SmiariMoves )rogmm “Butwe’re not giving
away the farm,” he added.

Tonya McGrath, a Kohner property fman-
‘ger for University Plaza apartments, 607 N.
S:and ve., in midtown St. Louis, said her
mmissions should double as a result of
ne:’s agrccmcn\ with Southwestern Bell.
r empl oyccs will receive an undis-
closed percentage of the largesse, with the
Tema mng money going to the company,
Pvzyk said

As par of the company’s existing bonus
structure, Kohner maintenance, janitorial and
other on-site workers will receive a piece of
‘he commission pie Kohner currently has
5,000 apartments in its real estate portfolio.

In a time of increased competition due 1o
telecommunications dercgulation at the state
and federal level, Southwestern Bell targeted
the apartment industty (o tie up customers in
hundles [ebersaid the company has plans to
strike similar deals with residential develop-
ors

When new homeowners scelect the color

il \ﬁ..r\“, R A T O S IR S A T i e

vice too,” he said.

By the end of this year, the SmartMoves
plan should have nearly 15,000 apartment
anits under contract in the St. Louis area,
Leber said.

To date, SmartMoves has signed up sever-
al apartment owners and managers in the St.
Louis area, including Nooney Krombach Co.
and Centerco Properties. The program also is
under way in Kansas, Oklahoma, Texas and
Arkansas.

Resides the fi
Pyzyk likes the program becausc of 1ts sim-
plicity. When new and existing apartment ten-
ants want local telephone or cellular service,
they can fill out a form provided by a Kohn-
er leasing agent or property manager. The
information is then faxed to a Southwestern
Bell office, where a service order will be
placed without the necessity of a telephone
call. Apartment agents also will hawk addi-

tional calling features like caller ID and cel-

lular phone packages, for example.

According to the SmartMoves commission
structure, a Kohner leasing agent will receive
$5 for signing up a tenant for local telephone
service. A property manager like McGrath
will receive a $2 commission, even though
she doesn’t have to do any paperwork.

Signing up tenants for cellular service, for
example, is even more lucrative. Kohner leas-
ing agents will receive a $20 commission per
customer, with the property manager collect-
ing a $10 commission.

McGrath said she figures to do well at Uni-
versity Plaza because a lot of her tenants are
St. Louis University students, creating a high
turnover rate for the property.

The 1995 annual report of SBC Commu-

SN S P S A O U [as

Southwestern Bell, details the threats to 1ts
turf by local service providers: “Some of
these providers have built fiber optic ‘rings’
throughout large metropolitan areas to
provide transport services (generaily tugh-
speed data) for large business customers and
interexchange carriers.”

“Southwestern Bell will do very well in
individual choosing because of its brand
name,” Otto said. “But the problem comes
when a cable company, for example, offers an
apartment owner money. This is already hap-
pening in Texas... These are the seeds of com-
petition that we see. [t’s not just AT&T that
can knock on your door, but pretty much any-
body.”



